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Custom Guidelines

When it comes to custom homebuilding, the sky’s the limit when

equipping a home with automated home technology. Yet there still needs

to be some proper guidelines established in order to best execute the

process.

Eric Rose, managing partner with E.M. Rose Building Co.,

www.emrose.net, Branford, Conn., builds high-end custom homes in

Fairfield County, Conn., and Westchester County, N.Y. Through the years

he has developed some basic measuring points to working with product

vendors and contractors. 

“Typically it is treated as another trade on the job, but everything is a

function of the magnitude of what you are adding to the project,” says

Rose. “On the lower end, electricians are the ones installing, which

means you are not adding another trade and you may not be impacting

the schedule at all. But once you get to the high end you end up with a

consultant crew of six people or so, programmers, lighting designers,

sound technicians, acoustic engineers, etc.

“It gets to the point where we need to have coordination meetings (with

these professionals) that are separate from normal construction meetings

because the technologies are so varied and the integration is so

important that everyone needs to sit together and get the bugs worked

out and figure out what we are capable of and how we are going to

deliver this to the owner.”

He stresses builders to negotiate with the vendor on how they will

service the product after installation. He believes product vendors should

be obligated to return a fixed number of times post certificate of

occupancy to perform any troubleshooting needed.

“We need to build that cost in upfront to make those changes because

politically if you tell the owner that we will gladly change something, but

it will cost you ‘x’ amount of dollars, (they will not be happy),” says

Rose. “You cannot give them something and then tell them that they

need to pay more in order to get the value they had hoped for. Tell

these vendors upfront how many times you want them back within the

first 12 months, for example. What this is telling the client is that if we

don’t hit the mark when you first move in, don’t worry about it, we will

come back and get it right. You need to build in that service side

upfront.”

Below are some more articles on ��������� ���� ����������:
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August 29, 2006

Technology Day Provides Education

Technology leaders from across the construction industry converged in Arlington Heights, 
Ill., on August 23 to discuss the latest trends in adopting and using IT (information tech-
nology).

Contractors from across the country came to hear unique presentations on the latest 
trends in project management, collaboration, and integration, among other topics. Com-
prised of seven half-hour sessions, Technology Day featured a wide range of technology 
leaders from across the industry detailing their strategies for tackling these initiatives.

Craig DiGirogi, project management and accounting system manager with the Common-
wealth of Massachusetts/DCAM, for example, addressed strategies for getting subcon-
tractors on board with using IT—a topic at the forefront for many in the industry.

He stressed the importance of adopting technology tools that fit the needs of all par-
ties involved on a project. As a public owner organization, DCAM embraces this strategy, 
using technology that is a fit for all general contractors and subcontractors involved, as 
well as providing training to its partners as needed.

Sticking with the topic of training, Jim Kissane a fellow with elearning technology provid-
er RedVector.com, www.redvector.com, Tampa, Fla., outlined the benefits of developing 
an elearning strategy during his session. Unlike a typical presentation, Kissane believes 
Technology Day provided a unique forum to relate the benefits of technology in an inter-
active manner.

Says Kissane, “Technology Day was an excellent opportunity to listen to and network 
with the leaders and innovators in construction who have made the investment in their 
companies to achieve a sustainable business advantage.

The structure and format of Technology Day provided a rare opportunity for me to en-
gage, in a highly productive way, the individual contractor companies and their respec-
tive enabling vendors on the “real world” issues and challenges they confronted, and 
how they overcame them to realize success.”
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Technology Day Provides Education [continued]

The day concluded with an open panel discussion on the current state of IT and the im-
pact it will have on the industry in the years ahead. ‘Strategies for Technology Success’ 
featured Tom Garrett, CIO (chief information officer) with Brasfield & Gorrie, www.bras-
fieldgorrie.com, Birmingham, Ala., Andy Burg, executive operations technology services, 
with Messer Construction, www.messer.com, Cincinnati, Ohio, Alan Stone, CIO with 
Berks Homes, www.berkshomes.com, Mohnton, Pa., and Eric Rose, managing partner 
with E.M. Rose Building Co., www.emrose.net, Branford, Conn. 

These professionals shared their thoughts on the benefits of integration, common 
misperceptions associated with IT, the technology requirements the expect of subcon-
tractors and suppliers, and the biggest issues facing the adoption of technology in the 
market going forward.

“I found Constructech Technology Day to be inspirational with the sharing of successes 
and challenges by contractors, consultants, retailers, and suppliers in their efforts to 
implement new technology and improve their business,” says Mike Kramer, director of 
construction and facilities with Wild Oats Markets, www.wildoats.com, Boulder, Colo.

Kramer was among three on a panel that discussed the impact Web-based project man-
agement has on collaboration efforts during construction.

“I left the conference with new ideas and a renewed commitment to push the technology 
of online project management to new limits.”


